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REVIEWS
Writings in Accounting
DR. MARIE E. DUBKE, CPA, Editor
Memphis State University
Memphis, Tennessee

“How To Make It in a Man’s World”,
Letty Cottin Pogrebin; Bantam Books (pub
lished by arrangement with Doubleday & Com
pany, Inc.), New York; 1970, 244 pages, $1.25.

shadings of male-female relationship. Her eight
tips in this area made the book worth reading.
Remembering your secretary, the fine art
of firing, and the use of credit cards are topics
amply covered. “Do’s” and “Don’ts” are given
for office etiquette.
The “other woman” in your executive life
can be a lady boss ranging from a “princess”
(they are considered rare) to a “witch” (of
which there are several varieties). Or the
“other woman” may be the boss’s wife. Some
are on the scene; some are not. And the “other
woman” category covers secretaries (the best
and the worst), aggressive co-workers, “nice
nellies,” and the “botchers.”
Getting along with the men is considered
a lot easier. Remember that his ego sometimes
needs protection or a healthy boost. Be
genuinely you and give equal treatment to
all. If you are charming to the boss, be so
also to the mailboy. Snobbery does not belong
in the office. Serve your boss well for some day
you may want a promotion or recommendation.
If you are single, husband-hunting in all its
obvious forms doesn’t belong at the office. Treat
your male colleagues with respect and friend
ship. Don’t combine sex and the office. It has
cost many a girl a valuable position when the
romance turned sour.
Living in a man’s world can be tough emo
tionally, physically, and mentally. But, if this
be one’s aspiration, Mrs. Pogrebin offers the
advice and enthusiasm to help one reach the
level that best suits her—the level that makes
life exciting.
Glenda E. Ried, C.P.A.
The University of Toledo

Purchased for pleasure reading during a
vacation, How To Make It in a Man’s World
was for this reviewer both entertaining and
highly informative. The author claims her book
is written for those aspiring to executive posi
tions and to salaries in excess of $150 a week.
Those who have already attained these goals
should read the book for fun. It is filled with
many amusing anecdotes. For those who
haven’t “made it,” Letty has some very prac
tical “do’s” and don’ts.”
The author has made career, marriage, and
motherhood compatible. Her advice—to justify
the time invested in your education, to enjoy a
little bit of power, devote ten years or better
to a specific career goal. “Why be afraid of
success and of making lots of money?” she
asks.
There are many routes to the big break, and
no hard and fast rules. Certain points are
cleverly made. For instance, it’s all right for
one to type, but don’t be such a “Super-secre
tary” that you become indispensable at that
level. Be curious enough to read all documents
that cross your desk. Offer in writing and in
polite manner—not pushy—your ideas to your
boss. Don’t fake it early in your career; ask
twenty or two hundred questions in order to
understand the business operations of your
company. Job mobility—for money or knowl
edge-can pay off in success.
Then, one day, executivehood arrives and
you have the incredulity, thrill, and jitters of
the first-timer. Part of the great transition will
be determining your own personal style of
grooming and dress. Letty says “Leave the
love beads at home.” It will make a decided
difference as to how your boss treats you,
how your co-workers respond, and how out
siders react.
Letty (as she refers to herself in the book)
gives a very detailed description of the rules,
as she sees them, of the lunch game when the
woman picks up the tab. It’s more than an ex
ecutive-subordinate role, combining with it the

“A Test Application of the Feasibility of
Market Based Measures in Accounting,”
Daniel L. McDonald, Journal of Accounting
Research, Volume 6, No. 1, Spring 1968.
Professor Daniel L. McDonald proposes in
this article that use of market based measures
is a valid and feasible procedure in develop
ing “current values” in accounting. He ob
serves that most opposition to current valua

17

tion is rooted in the feasibility problem rather
than on conceptual grounds. The literature of
the profession is filled with recommendations
that accounting statements include supple
mental data as to current values, the most
readily available being replacement costs or
the market selling price.
In academic manner the author specifies
criteria for feasibility and tests his proposition
empirically in the terms of the criteria. Fea
sibility to most business practitioners means
cost, and a good point is made of the twoedged pattern of costs. The initial cost of
testing and measuring is obvious; more subtle
is the resulting cost of possible wrong decisions
by management based on inaccurate account
ing. This is another way of saying that market
based measures must be conceptually valid, as
well as practical at the measuring stage.
Professor McDonald’s four criteria of fea
sibility are: 1) degree of dispersion, 2) dis
placement (from the “true” value), 3) cost
liness, and 4) timeliness.
Displacement from the true value of the
asset is not subject to accurate testing short
of actual sale of the asset so this criterion was
not explored. Costliness of the measuring
process must be assumed to be roughly the
same for most methods of valuation. Timeliness
would be decisive in many cases if management
were faced with mounting costs arising from
decision delay. Dispersion of measurements
around a mean offers a suitable test of various
valuation processes, and this criterion is de
veloped with statistical techniques.
The sample field (the measurers) were two
randomly selected groups of certified public
accountants practicing in California. The ob
ject of measurement was a fleet of automobiles
described in identical terms to each group of
accountants. One group was asked to measure
the “net realizable value” of the automobiles at
the end of each of four years and was supplied
with extracts from two used-car price books as
well as used-car auction prices as reported in
a weekly trade journal. The second group, the
“present practice” measurers, was asked to
select a depreciation pattern and estimate the
useful life, salvage value, etc. in accordance
with generally accepted accounting principles.
Supplemental data for this group included in
formation as to depreciation practices and
policies of other owners of automobile fleets.
Automobiles were used because of general
recognition of their current market prices and
because they are usually considered part of
the long-lived asset group. Feasibility objec
tions have been more generally related to the
long-lived group.
Answers were spread in statistical array to

test dispersion for each group, or the clustering
about the group mean. Answers from the
“present practice” group showed more disper
sion in each of the four years, with the least
significant variance in answers developed by
straight-line depreciation methods. The author
recognized that the mixture of various de
preciation methods might account for disper
sion differences. Further statistical tests were
applied after selecting uniform parameters of
life and salvage value and converting the
various depreciation methods to straight-line.
The statistical conclusion was that net realiz
able values are at least as good as straightline depreciation methods.
The author concludes that dispersion tests
conform to at least one term in accounting
objectivity, i.e., verifiability. He further sug
gests that technological advance and socio
economic change will constantly add to areas
where such measurement can be applied and
that accountants should be prepared to take
advantage of such developments.
Professor McDonald’s presentation in this
article is a summary of part of his doctoral
dissertation. His research at Stanford Univer
sity was supported by a Doctoral Dissertation
Fellowship from the Arthur Andersen & Co.
Foundation.
Constance T. Barcelona
The Camargo Club (Cincinnati)
Editor’s Note: Those who enjoyed “Develop
ment of Asset Valuation in Terms of Market
Prices” in the November 1971 issue of this
magazine may find this article by McDonald
of particular interest.

“Tax Allocation for Differences in Orig
inal Bases,” Hugo Nurnberg, Journal of Ac
counting Research, Vol. 8, No. 2, Autumn
1970.
Asset depreciation is a favorite and flexible
factor in income manipulation. This article ex
amines the tax rate and tax base effect com
pared to recognition of income for strictly
financial accounting, namely, the timing dif
ferences and permanent differences. APB
Opinion No. 11, “Accounting for Income
Taxes”, considers the differences separately but
the Nurnberg analysis points to the likelihood
of their interrelationship. He demonstrates,
among other things, that investment credit
application is equivalent to a combination of
timing and permanent differences.
The deferred, or liability, method is ad
vocated for deduction of depreciation for tax
18

purposes since the deductibility is then con
sidered a problem of financial accounting for
tax expense, not depreciation expense.
Illustrated by a series of tables, a method is
developed for normalizing, or smoothing, income for successive years by proportional al
location of permanent depreciation differences.
The author deems this advisable “as long as
the underlying reality is not obscured” since
fluctuations in post-tax income tend to de
ceive both market analysis and trend projectors.
Constance T. Barcelona
The Camargo Club (Cincinnati)

sions is his subconscious—some prefer to call it
unconscious—decision making.
Sometimes executives who normally think
clearly use rationalization to implement their
subconscious decisions. In Ferber’s words,
“Organizations are temporarily hobbled by
limitations of know-how and information flow,
but they can be permanently crippled if power
ful executives continually make rationalized
decisions for too long.”
Mr. Ferber suggests remedies including in
ternal checkpoints, external checkpoints, and
audits of subconscious decision making. In
ternal checkpoints include psychotherapy, self
perception, and sensitivity training. External
checkpoints include superiors and peers. The
author recommends that each business make a
continuing audit of important decisions with
unfortunate results to determine the exent
to which the decision was made subcon
sciously. Although he admits the suggestion
for a decision audit may seem Orwellian, he
believes that subconscious bad decisions are
prevalent in human organization and that in
many cases the effective operation of such an
audit could spell the difference between suc
cess and failure.
Dr. Patricia L. Duckworth, C.P.A.
Metropolitan State College (Denver)

"The Dark Side of Decision Making”, Robert C.
Ferber, Management Review, Vol. 60, No. 3,
March 1971.
Mr. Ferber, president of a New York man
agement consulting firm, states “Given that an
executive can get the facts when he needs
them, certain qualities ensure his good deci
sion-making ability.” These qualities are com
petence, openmindedness, and luck. Mr. Ferber
further states “Conversely, an executive turns
to the dark side of decision making if he is
incompetent, closeminded, and unlucky.” An
other quality influencing an executive’s deci

THE NEW DIMENSIONS
OF ACCOUNTANCY
(Continued from page 10)

years will pass until general principles and
concepts—or a conceptional framework with
broad applicability—will be developed, one can
already foresee the far reaching impact this
new subdiscipline will have and the funda
mental reorientation in accounting concepts,
procedures, and systems it will cause.

quality of performance with respect to fre
quency of performance feedback received by
employees.8 It was found that more frequent
performance feedback results in significantly
higher attitudes and performance ratings,
which would indicate that it is imperative
that employees are informed as soon as possi
ble whether they are succeeding or failing.
Another area plagued with drastic behavioral
complications is the interpretation of the pre
viously discussed decision models, since they
are based on the assumption that the users
are economic people, which is not necessarily
true.
Because all accounting information is aimed
at internal and external users, hardly any
major accounting issue can be resolved without
making some assumptions about behavior.
Although so far all the findings in behavioral
accounting are uncoordinated and several more

Conclusion
In an attempt to answer the questions posed
at the outset, it is obvious that accounting
presently is in a stage of evolution never before
experienced, either in degree or in scope. Not
one, but three major new dimensions are
emerging, each one of dramatic impact. The
integration process of these new disciplines is
still far from conclusion since the new dimen
sions themselves are not yet finally crystallized.
One thing, however, can be said—we are
at the threshold of unparalleled gains in the
effectiveness of our discipline. Its future will
be as bright as ever, since the people practicing
it have proven that they are capable of re
sponding to the new demands and the drastic
changes resulting therefrom. They have dem
onstrated that they are willing to pay the price
for living in a dynamic, fast-changing world,
in a world in which nothing is static.

8 Doris M. Cook, “The Effect of Frequency of
Feedback on Attitudes and Performance” in Ac
counting and its Behavioral Implications, p. 233.
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